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Monthly inspiration for a Better Business

Better Business Focus is the essential key for business owners and managers. It achieves that by focusing on the way in which successful businesses
compete and manage their organisations. It focuses on how people are recruited, coached and developed; on how marketing and selling is undertaken
0
in professional markets as well as in markets with intense competition; on how technology and the Internet is reshaping the face of domestic and home
business; and on how people are being equipped with new skills and techniques. In short, it offers expert inspiration for a better business.
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Jeff Haden

65 Free Web Resources for Starting Your Own
Business

Want to start a business? Need to
improve an existing business? Here are
some great places to start.
Where starting a business is
concerned, there never seem to
be sufficient resources available,
and that includes one of the most
precious resources of all:
information.
Here's a handy guide that was
originally created by Ubuntu
Company Services, a South
African company registration and
compliance specialist offering over
100 services for new companies.
So, let's get started:
1. How to Choose a Business
Idea
This is sometimes the most
difficult step for any entrepreneur.
You know you do not fit in the
mould to work for a boss all your
life, but the question still remains:
"What am I going to do so that I
am not stuck in this dead-end
job?"
Coming up with a business idea is
not that easy for all of us, but
there are ways of spotting a good
business idea when it presents
itself.
Some of the key questions to ask
include:
1. What problem could I solve by
starting a business?

2. What's changing with regard to
people's needs?
3. Can I save people money, and
more importantly, time?
4. Will I make people's lives easier?
5. Could I turn my hobby into a
business?
6. What are other businesses
doing that I could do better?
Below are some insanely useful and
interesting articles on how to come
up with a great business idea:
 How Entrepreneurs Come Up
With Great Ideas
 54 Amazing Business Ideas and
Ways to Make Money
 How to Come Up With a
Winning Business Idea
 Six Ways to Come Up With
Your Ultimate Business Idea
 How to Come up With Good
Business Ideas: A Guide
 Coming Up With a Business Idea

2. Choosing the Right Name for
Your Business
What is so important about a
company name? Everything!
A company name creates a
memorable impression for your
clients and customers and often
provides insight into what your
company does. It should be
something unique and easy to
remember, as it is your main
marketing tool.
Too many people do not give
their business's name enough
thought, and by the time they
want to re-brand, it becomes a
costly exercise that can damage
their reputation.
It is very important to make sure
that your company name is
available for registration before
you make an investment in
registering a domain (see
below) or designing a logo.
If you are unable to register
your name, you may have to
redo your branding, which
brings unnecessary costs.
Here are some good
resources that will help you
come up with a great name:
 How to Name a Business
 Start a Contest Where
Random People Help You
Find Your Name
 Hire a Company to Find a
Name for You
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Video: How to Name a Business
How to Pick the Perfect Name for
Your Business or Startup

3. How to Determine Which
Legal Structure Is Best for You
Deciding on the legal structure of
your business is an important
aspect of starting up, as it can
determine a lot of how your daily
running of the business will be
affected. Research suggests that
some of the primary factors in the
decision will include: liability of
the owner or director, taxation,
record keeping, and the availability
for funding in various countries.
The main types of businesses are
Sole Proprietorships,
Partnerships, and Companies.
 How to Determine the Legal
Structure of Your Business
 Quiz: Find Out What Business
Structure Is Best for You
 Evaluating Your Business's Legal
Structure
 Register a Company in South
Africa
 How to Choose the Best Legal
Structure for Your Business
4. Why You Should Create a
Business Plan
Let's ask ourselves the question:
What is a business plan? The
easiest answer is it's a roadmap to
your success. It is the plan you
have set out to reach certain
targets and outcomes you've set
in place that you feel will propel
your business to the heights you
envisioned when starting on your
entrepreneurial journey.
A lot of people make the mistake
of spending countless hours
researching and then setting up
their business plan and then never
looking at it again. You need to
revert to your business plan every
three to six months to see
whether you are on track.
Planning is the key to success in
any business do not forget to
keep your eye on the ball.
 5 Reasons Why You Need a
Business Plan
 Why Should You Create a
Written Business Plan?
 Business Plans: A Step-by-Step
Guide
 Free Sample Business Plans
 How to Write a Great Business
Plan: Key Concepts
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How to Write a Great Business
Plan: Executive Summary
How to Write a Great Business
Plan: Overview and Objectives
How to Write a Great Business
Plan: Products and Services
How to Write a Great Business
Plan: Market Opportunities
How to Write a Great Business
Plan: Sales and Marketing
How to Write a Great Business
Plan: Competitive Analysis
How to Write a Great Business
Plan: Operations
How to Write a Great Business
Plan: Management Team
How to Write a Great Business
Plan: Financial Analysis

5. Why a Budget Is Important
and How to Finance Your
Business
We have all heard it before: "It
costs money to make money."
And lately, something that rings
true: "You have to be in business
to have a business." This is easier
said than done, because every
business needs money starting
out, and when I say money, we
are talking about cashflow.
There is an old saying, you might
have heard it: "Cash is king."
Cashflow is important, and so is
saving that extra money that came
in from an exceptionally good
month for the following month
that might not be so good. A rule
of thumb to go by is to have
enough money saved up to be
able to run your business and
cover all expenses for three
months, if not one sale was made.
Therefore, you need to draw up a
detailed budget, stick to it, and
build up that three-month
cushion.
 Six Steps to a Better Business
Budget
 Seven Reasons Why Your Small
Business Should Set a Budget
 Why Is Finance Important to a
Business?




Why Is it Important for a Business
to Budget?
How to Start a Business With No
Money

6. How to Become Compliant
With the Laws of Your
Country
The first step toward your
compliance is when you register
your business, but that is just
where a barrage of administration
starts. The other main headache is
that the state requires you to pay
taxes on your company's turnover
and you might have to register for
sales tax or VAT once your
company reaches a certain
threshold. If you are planning to
employ people, you will have to
make sure your company is a
registered employer and you will
need to make allowances for the
tax being charged on their
salaries.
Compliance also enters into the
field you are doing business in. If
your employees are vulnerable to
getting injured on the job, you will
need insurance coverage in case
someone gets hurt. Various
sectors have their own governing
bodies you will need to register
with, and they have their own
multitude of requirements you
need to consider first.
 Regulatory Compliance
 COID Registration
 What Are the Five Key Functions
of a Compliance Department?
 BEE Certificate/Verification
 South African Compliance
Obligations
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7. Why You Need an
Accounting and Invoicing
System, and How to Implement
One
You need an accounting and
invoicing system to keep track of
your daily transactions, as you must
submit your company's tax returns
to the revenue authorities and they
can ask to see all of your financial
statements and invoices.
There are many types of software
available on the internet, you just
need to find the right fit for your
business.
 Best Cloud Accounting Software
 The Best Billing and Invoice
Software of 2016
 Xero Accounting Software
 Free Small-Business Software
 10 Online Invoicing Services for
Small-Business Owners
 11 Best Online Accounting,
Bookkeeping, and Invoicing
Software
8. How to Brand Your Business
and Make Sales
There are many steps to take to
brand your business and to start
generating sales. Your basic
branding starts with your logo,
website, letterhead, and email
signatures. Once these are in
place, you need to make sales.
The best way to go about making
sales is to leverage off your
business plan. Who is your target
audience and where do they hang
out?
Once you answer these questions
you'll be well on your way to
identifying what methods may
work best to reach them.
 How to Brand Your Business in
the Digital World
 8 Ways to Gain More Attention
for Your Business
 5 Branding Tips to Supercharge
Your Sales
 18 Sneaky Ways to Build Brand
Awareness
 Are You Using These 25 Sales
Techniques to Increase Sales?
 How to Use Google AdWords
 Video: 6 Steps to Facebook
Marketing Mastery
9. When to Hire Employees
and Whether to Outsource
Getting the right person for the
job is a constant problem. Many
people still believe their

employees should be close by so
that they can keep an eye on them
to see whether or not they are
doing what is expected from
them, but this is changing rapidly.
The challenge today is that an
employee virtually has more rights
than the employer, and getting rid
of an underperforming employee
or troublemaker is rather difficult,
so there is a big trend to
outsourcing various tasks that
could be done in-house.
Both in-sourcing and outsourcing
have their own sets of benefits
and shortcomings.
 Outsource or Hire? How to
Decide What's Right for Your
Business
 Hiring In-House or Outsourcing:
Which Is Right for You?
 Overwhelmed? 8 Business Chores
You Should Outsource
 Virtual Workforce: Outsource
Online
 Hiring: Do You Know How to
Pick Them?
10. How to Be a Successful
Entrepreneur
Each and every business owner
tends to ask this question, and
you will receive many different
answers. Most successful
entrepreneurs will say that you
need to take action and you must
be willing to fail and not give up.
Something just as important is
continuous educational selfimprovement. The business world
is changing quickly, and if you do
not keep up with changing trends,
you might not be able to keep up.

You need a coach, someone who
has already established a
successful business and who can
help guide you and keep you
accountable, as you do not know
everything. Do not be afraid to
ask for help.
 How to Become a (Successful)
Entrepreneur
 10 Qualities of a Successful
Entrepreneur
 10 Steps to Becoming a Successful
Entrepreneur
 10 Successful Entrepreneurs on
How to Be Awesome
 25 Common Characteristics of
Successful Entrepreneurs
 10 Things Successful SA
Entrepreneurs Do Differently
 From A to Z: 200 Essential
Resources for Entrepreneurs
Building a Business
© Copyright, Jeff Haden

About the Author
Jeff Haden learned much of what he
knows about business and technology
as he worked his way up in the
manufacturing industry from forklift
driver to manager of a 250-employee
book plant. Everything else he picks up
from ghostwriting books for some of
the smartest innovators and leaders
he knows in business. He has written
more than 30 non-fiction books,
including four Business and Investing
titles that reached #1 on Amazon's
bestseller list. Jeff is a contributing
editor for inc.com and a LinkedIn
Influencer.

Co-ordinates
Web: Inc.com
LinkedIn: linkedin.com/in/hadenjeff
Twitter: twitter.com/jeff_haden
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Sunil Bali

One night at a time …..

It’s been proven that High Intensity
Interval Training (HIIT) is very good
for the body, but now research at
The Human Performance Institute in
Florida has shown that Zero Intensity
Interval Training (ZIIT) is very good
for the mind.
Researchers found that given time
and space, the human brain will
provide clarity and solutions for
problems which leave everyday
rationality flummoxed.
Constant mental traffic prevents
us from seeing clearly, listening
deeply, and tapping in to our
intuition.

Or in practical terms, a period of
deliberate practice (30-40mins),
followed by a period of deliberate
rest (a few minutes).
All topped off with a good night’s
clean sleep at the end of the day.
Blog done, now time for a mental
meander and some zero intensity
training.

© Copyright, Sunil Bali

About the Author
Sunil is a Performance Coach,
Speaker and Author.
Ex Head of Talent for Vodafone
Group and Santander, and having
run a £50m business, Sunil has
been responsible for hiring over
50000 people and has had the
pleasure of working with some
great entrepreneurs, professionals
and leaders.

Co-ordinates
E-mail: sunil@sunilbali.com
Web: www.sunilbali.com
LinkedIn: uk.linkedin.com/in/sunilbali1

A period of deliberate rest, even
as short as 60 seconds, increases
oxytocin levels and allows the
brain to settle into creativity
boosting alpha waves.
The research is unequivocal. The
best way to get more done is to
do less, and be mindless rather
than "mindful".
Whether you’re Usain Bolt or
Richard Branson, the cycle of peak
performance is the same:

intense focus → energetic execution
→ deep recovery → intense focus.
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Eve Ash

Is 2017 going to be your best year ever?

Those lazy, crazy days of summer
Down Under…
For some of you, that’s already over
and you’re wanting to muster your
energy. Or perhaps you’re dragging
your feet and spirits, remembering
how that time floating in the pool,
sipping drinks or eating fish and chips
(or something equally good), felt alltoo-brief.

2. Be very clear about what
you want to do from now on
and what you don’t want
Think of yourself clearing out the
cobwebs and the clouds hanging
over you. Be vigorous while
there’s time to think about the
coming year before you’re back,
strenuously swimming in life’s
currents, and grunting and flailing
in the waves.

3. Set goals and aim high,
while lowering your
expectations
What this conundrum really
means is, stop aiming for the
moon—think Cape Canaveral.
Harness your knowledge,
research what you don’t yet
know, and ration your energies so
that you’re not stressing over
what you haven’t yet
accomplished. There’s work to be
done planning and organising to

Have you started the year with
great news and positive plans, or
been devastated to find that what
you expected is not what
happened, and you are already out
of control?
Re-set yourself for 2017 with the
following steps.
1. Decide to move forward,
not backward
Lots of people I know had a
difficult 2016. It was a tough year
on many fronts (see the negative
“Land of W” below). Hanging
onto the memories of your trials
and tribulations can be
educational to a point, but they
need to be considered more
objectively—which is why the
summer break slowdown can be
helpful as you find mental space to
consider what you’re dealing with.
Consciously position yourself to
forge ahead.
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make things happen. Don’t expect
too much of yourself too soon. I
wrote out my goals for this year
and I have been feeling very
motivated as they are realistic for
once!
4. Create positive scripts for
yourself
Were you stuck in the negative
“Land of W”, wishing, whining and
wasting your time during 2016?
Each ‘w’ is completely
understandable. You wish things
would improve, you’ve needed to
whinge or whine about your
circumstances on occasion with
good friends, and sometimes bad
events can cause us to freeze and
spend a few too many hours going
over what happened (which isn’t
really wasting time, but time
vanishes nevertheless).
Escape the “Land of W” and make
2017 a year when you create
positive scripts for yourself. Be
the best you can be. Do
something special, however small
for yourself and others around
you. Do it gladly, with a smile.
Refrain from snapping at some
pushy person who beat you to a
car park, or who zipped in front
of you. Just don’t. Think of those
people who always let rip about
something—it gets ugly, doesn’t
it? Think and stop. Is there
something better you can do,
right now, instead?
5. Commit and complete
things
What’s the bet you’ve got tasks
and jobs languishing, or people
you haven’t caught up with that
you always say you will? Maybe
you’ve been avoiding them, or
feeling overloaded.
Maybe you want to get back to
walking every day—is it really that
hard? Decide on what you will
commit to, what you will
complete, who you’ll make
(proper) time to visit, and
celebrate as each thing is done.
You’ll feel great!
6. Say: I will find funny!
Find the humour in life. Laughter
is good; seek what and who
makes you really laugh and feel
good. Recognise those who pull
you down and prioritise!

7. Unplug
You know what this means.
Switch off devices for at least a
portion of your day. If you’re on
holiday, try to switch off your
mobile, your social media feeds,
and your email for a day at a time.
Can you do a week? I can’t.
Being connected head down to a
little screen 24/7 really doesn’t
improve anyone’s behaviour.
You’ll catch up with things soon
enough. Unplugging gives us all a
chance to notice things around us
once more, to appreciate
intricacy, beauty, even danger.
Your awareness is all the better
for it.
Do all of the above for the next
few weeks of January and by the
time February is here, your
advancement will be impressive
and you’re ready for the year.
© Copyright, Eve Ash

About the Author
Eve Ash, Author, Motivational
Psychologist & Film Producer.

Her more recent work includes
CUTTING EDGE
COMMUNICATION 150 short
comedy films, filmed in USA, a
multi-award winning feature
documentary SHADOW OF
DOUBT about a wrongful
conviction in Tasmania
(shadowofdoubt.tv) and the
FINDING MY MAGIC cartoons
to teach children confidence,
featuring Olympian Cathy
Freeman.
Eve was a national winner of a
Telstra Australian Businesswoman
award. Her books, Rewrite Your
Life! and Rewrite Your Relationships!
(see screenshot), are published by
Penguin Books.
Eve is an inspirational speaker and
renowned for her practical
strategies, powerful
communication style and
memorable presentations.

Co-ordinates
Email: eve@7dimensions.com.au
Web: eveash.com
Twitter: @eveash

Eve Ash is an entrepreneur who
founded SEVEN DIMENSIONS in
1979 (7d-tv.com). She has
produced over 700 videos on
management, communication,
service, best practice, health and
motivation, winning over 160
international awards.
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Paul Sloane

10 New Year Resolutions for a
more interesting life

Variety may be the spice of life but
many people find themselves in a rut
where there is little variety and no
spice. If you want a varied, challenging
and innovative year ahead then try
these resolutions:
1. Set yourself a secret
assignment at work.
Pick a big challenge that is not in
your current job objectives and
make it your personal goal to
achieve it. Chose something that
will surprise and impress you
colleagues and work on it secretly
(to start with).
2. Deliberately take a different
point of view.
Get a different perspective on the
world. If you normally watch
CNN or BBC News then watch
Al Jazeera instead. Read a
newspaper at the opposite end of
the political spectrum from your
regular paper (e.g. the Guardian
instead of the Telegraph). Do not
visit your regular bookmarked
websites but try some entirely
new ones. Read more books. If
you normally read fiction then try
non-fiction and vice-versa. Spend
time with people who will disagree
with you and challenge your views.
3. Visit an old relative.
Who is your oldest living relative
that you have not seen for at least
a year? Visit them in January. You
may not get many more chances.
4. Meet an old friend.
Think of someone you have not
seen for many years who was a
good friend at school or college.
Invite them to lunch and chat
about old times and what they are
doing now. Friends are important
and good ones are hard to find.

5. Make a new friend.
Go out of your way to find
someone new who you like
and get on with. Invite
them to meet you for a
coffee. Start a new
friendship.
6. Change a habit at
home.
If you sleep on the right
side of the bed try sleeping
on the left. If your partner does
the cooking and you do the
gardening then try swapping roles.
If you normally watch TV then
trying listening to the radio or
reading a book for a change.
7. Change how you exercise.
If you normally cycle then try
running. If you normally run then
try walking. If you normally walk
then try cycling. If you don’t
exercise then start.
8. Go somewhere different.
Plan to spend a day every month
visiting somewhere you have
never been before. Book a holiday
in an exotic place that you have
never visited.
9. Start writing that book that
you have thought about.
Just write the first chapter.
Nothing more. Then review it and
see how you feel about venturing
further.
10. Visit a museum, art gallery
or stately home that you have
not seen before.
Get some fresh ideas and
stimulation.

© Copyright, Paul Sloane

About the Author:
Paul was part of the team which
launched the IBM PC in the UK in
1981. He became MD of database
company Ashton-Tate. In 1993 Paul
joined MathSoft, publishers of
mathematical software as VP
International. He became CEO of
Monactive, a British software
company which publishes software
asset management tools. In 2002 he
founded his own company,
Destination Innovation, which helps
organisations improve innovation.
He writes and speaks on lateral
thinking and innovation. His latest
book is The Leader’s Guide to
Lateral Thinking Skills published by
Kogan-Page.

Co-ordinates:
Web: www.destinationinnovation.com
E-mail: psloane@destinationinnovation.com
Tel: +44 (0)7831 112321

Stop wishing for a better life; make
it happen. Carry out some of these
resolutions and I guarantee that you
will have a more creative, more
successful and more interesting new
year.
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Amy Morin

5 ways to kick the bad mental habits that keep
you from reaching your goals

No matter what goals you've set for
2017, you'll struggle to reach them if
your brain is working against you.
The way you think affects how you
feel and how you behave. And it only
takes one bad mental habit to hold
you back.
Getting rid of your bad mental habits
will help you work smarter, not
harder. Your good habits will become
more effective when you've eliminated
the unhealthy habits that steal your
time and rob you of mental strength.
Here are a few bad mental habits to
kick for the New Year so you can
meet your goals:
1. Create behavioural
experiments to challenge your
self-limiting beliefs.
Everyone experiences self-limiting
beliefs at one time or another. Maybe
you think you're not good enough to
get a promotion. Or perhaps you're
convinced no one would like you if
they really knew you.
Those self-limiting beliefs will turn into
self-fulfilling prophecies unless you
challenge them. Remember, your
beliefs aren't necessarily true.
Be willing to prove yourself wrong.
Take one small step to challenge your
beliefs. When you view life as a series
of behavioral experiments, you can
test the negative assumptions you
make about yourself.

2. Replace victim language with
statements that empower you.
Saying things like "My friends make me
spend more money than I want" or
"My boss makes me feel bad about
myself" will cause you to become a
victim of your circumstances. It's
important to recognize that no matter
how tough things are, you have
choices.
Stop giving away your personal power.
Remember that the only person who
controls how you think, feel, and
behave is you.
When you find yourself blaming other
people or your circumstances stop
yourself. Use language that empowers
you to be in the driver's seat in your
life.
3. Practice self-compassion.
Beating yourself up after a mistake or
calling yourself names won't motivate
you to do better. In fact, it'll hurt your
performance and drag you down.
If you want to do better, practice selfcompassion. Talk to yourself like a
trusted friend. Be honest, but refuse
to be overly self-critical.
So rather than calling yourself an idiot
for messing up, remind yourself that
everyone makes mistakes. Commit to
learning from your mistakes so you
can do better next time.

4. Behave like the person you
want to become.
Thinking "I wish I could be a happier
person" or "I wish I could be a
morning person" won't do you any
good. If you want to change your life,
you have to get out of your head and
make it happen.
The best way to do that is to behave
like the person you want to become.
Whether you want to be a productive
person or a mentally strong person,
ask yourself, "What does a person like
that do?"
Then, behave like the person you
want to become. That doesn't mean
acting fake or pretending to be
someone you're not. Instead, it's
about becoming the best version of
yourself by changing the way you
behave.
5. Practice living in the
moment.
It's easy to waste time wishing the
past were different or worrying about
what might happen in the future. But
the only time you can change your life
is right now.
If you want to improve yourself, pay
attention to what is going on around
you right now. Mindfulness takes
practice and a concerted effort. But
over time, you can learn how to
become fully aware of the here and
now.
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Research has linked mindfulness to
everything from better health and
improved relationships to heightened
focus and increased mental strength.
Build Your Mental Muscle
The good news is, people have the
ability to train their brain for
happiness and success. Becoming
aware of your bad habits is the first
step in creating positive change.
Letting go of your bad mental habits
will jump-start your mental strength
training. Commit to building mental
muscle and no matter what
obstacles you face, you'll be
prepared to reach your goals.
This article first appeared on Inc.
www.inc.com/amy-morin/5-ways-tokick-the-bad-mental-habits-that-keepyou-from-reaching-yourgoals.html?cid=nl029week02day10
© Copyright, Amy Morin

About the Author
Amy Morin is a licensed clinical social
worker and psychotherapist. Since
2002, she has been counseling
children, teens, and adults. She also
works as an adjunct psychology
instructor.
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Handy Advice on Grammar
and English Usage
Always avoid all aimless alliteration.
Prepositions are not words to end sentences with.
And don’t start a sentence with a conjunction.
Parenthetical remarks are unnecessary (even when relevant).
It’s wrong to ever split an infinitive.
Contractions shouldn’t be used.
Avoid ampersands & abbreviations, etc.
Foreign phrases apropos of writing are not de rigueur.
One should never generalise.
Eliminate quotations. As Ralph Waldo Emerson said: “I hate quotations. Tell me what you
know.”
Comparisons are as bad as cliches.
Be more or less specific.
One-word sentences? Eliminate.
Exaggeration is a million times worse than understatement.
Analogies in writing are like feathers on a snake.
The passive voice is to be avoided.
Move heaven and earth to avoid colloquialisms.
Even if a mixed metaphor lights up and calls out to you, it should be derailed.
Who needs rhetorical questions?
Don’t use commas, that, are not necessary.
Never use a big word when a diminutive alternative would suffice.
inaccurate Capitalisation Is conFusing.

Amy serves as About.com’s Parenting
Teens Expert and Child Discipline
Expert. She’s a regular contributor to
Forbes and Psychology Today.

Subject and verb always has to agree.

Her expertise in mental strength has
attracted international attention. Her
bestselling book, 13 Things Mentally
Strong People Don’t Do, is being
translated into more than 20
languages.

Placing a comma between subject and predicate, is not correct.

Amy’s advice has been featured by a
number of media outlets, including:
Parenting, Time, Fast Company, Good
Housekeeping, Elle, Cosmopolitan,
Success, Oprah.com, Health.com, Fox
News, NBC, ABC, MSN, Lifetime
Moms, and We TV. She has also
provided on-camera interviews for
Fox Business, Forbes, and TheBlaze
TV. She’s a frequent guest on a variety
of radio shows as well.

Steer clear of any incorrect verb forms that have snuck into the language.
It is behoven upon us to avoid archaic expressions. Avoid archaeic olde spellings too.
Don’t overuse exclamation marks!!!
Avoid un-necessary hyphenation.
Poofread your work carefully to ensure you haven’t out letters or words.
Don’t repeat yourself, or say again what you have said before, thus avoiding repetition.
Avoid run-on sentences they can be hard to follow.
Eschew pedantic obfuscation.
Don’t use hyperbole. Not one in a million can do it effectively.
Use the apostrophe in it’s proper place, and omit it when its not needed.
Don’t use no double negatives.
Use your words correctly, irregardless of how others use them.
Don’t indulge in sesquipedalian lexicological constructions.
Last but not least, avoid cliches like the plague. They’re old hat.
This originally appeared on: www.destination-innovation.com/handy-advice-grammar-englishusage/?utm_source=Jan+17&utm_campaign=Jan17&utm_medium=email

Co-ordinates
Facebook:
facebook.com/AmyMorinAuthor
Web: www.AmyMorinLCSW.com
Twitter: twitter.com/AmyMorinLCSW
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Danny Iny

Online Business Trends: What’s hot and
what’s not this year

What’s the value of expert
predictions?
In 2006, psychologist Philip E. Tetlock
published an evaluation of forecasts
made by 284 experts who are paid to
make financial and political
predictions in the book, Expert
Political Judgment: How Good Is It? How
Can We Know?

At the risk of embarrassing myself
like the subjects of Tetlock’s study
did, here’s my take on what’s on
its way out and what’s emerging in
the year ahead.

We’ve also seen an explosion in
the number of learning
management systems, online
learning marketplaces, and
WordPress plugins available—the
tools that online course creators
need.
1. Online Education Is Going
Mainstream.
We’re seeing a re-invigoration of
excitement around online
courses, both as a business model
and as a mechanism for
transformation.

The verdict: The experts were
less accurate than simple
statistical algorithms and ordinary
human beings like you and me,
and they fared worse than “dartthrowing chimps.”
“There is no reason for supposing
that contributors to top
journals—distinguished political
scientists, area study specialists,
economists, and so on—are any
better than journalists or attentive
readers of the New York Times in
‘reading’ emerging situations,”
Tetlock wrote.

this as early as late 2015, when we
did a survey of online
entrepreneurs. Almost 92% of
respondents were either
interested in online courses or
had already created them.

The last time we did a big
enrollment of the Course
Builder’s Laboratory in September
2015, we weren’t the only players
in the market. Other people were
promising to teach how to build
and sell online courses, but it
wasn’t a crowded landscape by
any means. Since then, there’s
been a proliferation of people
making that claim and promise.
That’s because more and more
entrepreneurs are recognizing
online courses as a good way of
making an income, so they want
to cash in and vendors want to
teach them how to do it. We saw

These are all signs that the
landscape has gotten much more
crowded.
What Goes Up Must Come
Down, With a Twist
As with fashion, business trends
tend to go in cycles. If you’ve been
in the online business industry for
a long time, you’ll remember that
information products were very
hot 7 or so years ago. They were
the number one way to make
money online. People made
fortunes by becoming
“infopreneurs.”
But eventually, interest in
infoproducts dropped off, because
digital information products
simply became too expensive for
the results they provided, which
tended to be very little. People
spent a lot of money on
information, and they didn’t get
much by way of results in their
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lives. And so information is on its
way out, because it doesn’t create
the transformation.
The second coming of digital
products is through education
through online courses.
The first incarnation of “courses”
was in the form of membership
sites. Online entrepreneurs liked
the idea of membership sites,
because of the continuity.
Members were going to pay them
every month, ad infinitum.
But that turned out to be a
fantasy. In real life, whether you’re
selling books, courses, or
memberships, the customer
lifetime value is fixed. Soon, it was
clear that most people don’t stick
very long in a membership site.
The average lifespan was more
like three to five months.
Eventually, the enthusiasm around
this concept of lifetime passive
income started to wane.
In addition, it’s harder to sell
somebody to a subscription. It’s
more difficult to get people to
commit to a monthly recurring
charge. The end result is that
membership sites stopped being
hot.
But now they’re making a
comeback in the form of “microcontinuity.” That refers to fixedterm memberships with a monthly
recurring cost, but for a finite
period of time. This is essentially
the drip-feeding of a course.
What This Means for You
If you’re thinking about getting
into online education, whether to
replace a single salaried income or
to earn millions of dollars, 2017 is
an excellent time to do it. That’s
because the market is still
reaching a point of maturity. The
infrastructure and the training are
there, but it’s not yet crowded or
saturated. It will be in a few years,
and by then it will be more
difficult to succeed.
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2. The Discourse About How to
Make Money Online Is
Changing
Relevant to the mainstreaming of
education is the change in the
language, the discourse, around
how to make money online. In the
beginning, the dialogue was very
much about get-rich-quick
schemes—tricks and hacks—to
sell more stuff fast on the web.
Nobody was talking much about
what was good for the customer
or getting results for your market
or audience. It simply wasn’t cool.
But that has changed.
We’ve come to a place where
being conscious, being valuedriven, and caring about your
audience is the cool thing. There
is now an awareness that’s
important. Building a business is
not sustainable without those
things. It’s a very positive
movement.
And it continues to evolve. Just
two years ago, caring for your
audience and caring about the
outcomes you deliver for them
was a differentiating factor. It was
a reason for people to buy from
you instead of from your
competitor.
But today it has become more of
a hygiene factor. Everybody’s
doing it—or at least claiming to!
Everybody’s saying it, so it won’t
make you different anymore. Of
course, you still stand to
differentiate yourself by actually
delivering on that promise. But it’s
becoming much more of a
minimum requirement to succeed in
business than something that
distinguishes you.
This is good news for customers,
because it’s that level of caring
and support that produces the
transformation they’re seeking.
That’s the level of support
required to educate people and
not just give them information
(read more about the information
vs. education paradigms in Teach
and Grow Rich.)
Entrepreneurs Need to Take Better
Care of Their Prospects and
Customers
As the market matures and
becomes more sophisticated,
entrepreneurs have to better

quantify how they care for their
customers. They have to show
how that caring comes to bear in
real life.
For example, in the world of
online education and training, we
at Mirasee were one of the first—
if not the first—to provide real,
meaningful coaching support to all
our students. All of a sudden, a lot
of people are claiming to offer
coaching also.
The thing is, not all coaching is
true coaching. For some, it may
mean that they have a help desk in
India who responds to their
students’ questions.
Entrepreneurs have to, not just
deliver more, but also be able to
quantify and communicate that
what they’re doing is different
from what everybody else is
doing. We’re not quite there yet,
but we’re fast heading towards
the direction of differentiating by
way of a mechanism.
That means going beyond the
claim that we offer coaching. We
also have to quantify what that
means in terms of access, calls,
support, and even the
qualifications of the coach.
Eventually, we may get to the
point where we offer a unique
coaching methodology. That will
become increasingly relevant for
market differentiation in the
coming year.
Providing Real Online Education Is
Still Scalable
All this talk of caring for
customers, delivering
transformation, and providing true
online education (as opposed to
mere information) raises the
question: how practical is it to
offer effective coaching and
support? Is it feasible for small
business owners?
I believe it’s practical and
affordable at both small scales and
large scales. However, it’s hard at
intermediate scales.
If you’re giving a class with up to
30 students and you’re going to
coach them yourself, it’s still
doable. You can effectively
support them through group calls,
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email support, and even one-onone calls.
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On the other end of the
spectrum, if you have 5,000
students, then chances are you
will have the resources to map
out and build an effective coaching
infrastructure.

3. Online Marketing Is
Maturing, For Better and
Worse.
The golden age of funnels fed
through paid ads has passed. Over
the past year, it was hot to build
up funnels and run paid traffic to
those funnels. Facebook, in
particular, was all the rage.

As ad costs go up and people
become more jaded, your
conversion goes down. Your
payback and break-even period
get pushed further out. We’ve
seen this happening over the past
year. Many people who have been
talking about funnels are finding it
more and more challenging.

The challenge is when you have a
few hundred students, say, over
the course of a year. Your student
intake volumes are uneven, so
sometimes you have a lot more
students, and sometimes you have
a lot less. Either way, you still
have to staff up an infrastructure
of support.

Any paid media has a lifecycle as
the platform grows their audience.
When a platform is introduced,
early birds jump in and start using
it. Because not a lot of people are
using it yet, the audience hasn’t
seen much by way of advertising,
and marketers do well. That’s the
golden age.

What’s working better is
something like my friend Scott
Oldford’s SSF method (SSF stands
for Sidewalk, Slow, and Fast. You
can read more about it here).

Fortunately, the market hasn’t yet
evolved to the point where that’s
a problem. People who are just
getting into course building can
still feasibly figure out how to
deliver support in a way that
scales gradually as their businesses
grow.

But then more and more people
catch on. The market gets more
saturated. Costs for click and
costs per lead go up. At the same
time, the interest and engagement
of users who are seeing more and
more ads start to drop. It
becomes a much more
competitive and less effective
landscape.

But I see that changing over the
next few years, as more and more
course builders create their
courses and scale up to where
there’s a baseline of meaningful
coaching support. Once we get to
that point, it will be harder for
new players to enter the market
and scale in a meaningful way.
What This Means for You
When you design your products,
include a plan for how you will
support and care for your
customers. And when you
promote your products, quantify
customer care for your prospects.
What support, exactly, can they
expect from you? The extent that
you care for your customers will
differentiate you from your
competitors, who will be hardpressed to keep up with you if
they haven’t been paying
attention.

This is where Facebook is
heading.
The added challenge is that, as
platforms mature, they start
optimizing for their best users.
These are advertisers who are
spending $1,000, even more, per
day. Platforms want you to spend
hundreds of thousands of dollars a
month, and they’ll reward you for
doing so. When you do, you’ll get
better rates, better ad costs, and
better returns. Obviously, people
who are just getting started, those
who are experimenting with a
$1,000 per month ad spend or
less, can’t afford to compete.

However, it’s a very elaborate and
sophisticated funnel to set up. It’s
a great strategy, but it’s out of
reach of marketers who don’t
have a lot of expertise, marketing
savvy, technical ability, or money.
In 2017, paid media will still be a
great way to scale your business
and diversify where your leads
and customers come from. But it’s
going to be a much more
challenging place for small
businesses to get initial traction.
It’s not going to be a good place
to begin.
This is why….
Organic Audience-Building Is Back in
Style
The pendulum is swinging back
from paid media towards the
direction of free, organic
audience-building strategies.
When I was starting out, Google
AdWords had just gotten past its
golden age, so the shift was
towards free strategies.
Something similar is happening. All
the things I did to build my
business—guest posting, social
media—are coming back in style.
Free strategies just take a little
more time but a little less money.
That’s attractive to people who
don’t have money. But when ad
platforms like Facebook are cheap
yet effective, most people don’t
want to spend all that time when
just a little bit of money can bring
great results. And so audiencebuilding has been less popular this
past year.
However, since that well is drying
up, or rather the water in that
well is becoming as expensive as
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its weight in gold, then we will see
a resurgence of free audiencebuilding strategies. I see them
coming to full force in 2017.
What This Means for You
Keep working on your pyramid of
warm traffic.
Traffic ultimately comes from one
of two sources: either a referral
by an algorithm (e.g., an ad, a
search engine result, etc.), or a
referral by a person, either
directly or indirectly. Between
those, we prefer the referral from
a person, both because it can be
easier and less expensive to get,
and also because it’s a warmer
endorsement. We tend to trust
people a lot more than we trust
algorithms.
And so you begin by being active
and engaged in communities
where people are already
aggregated around the things you
want to talk to them about. You
build a name for yourself there;
you start getting recognized.
When that happens, you start
contributing content. If it’s a blog,
then you do guest posting. You
can do something similar on other
platforms, whether it’s a Facebook
group, a podcast, or even a
YouTube channel.
Once you’ve grown enough of a
following by doing that—and it
doesn’t have to take more than a
few months typically if you do it
right—the next step is to raise
the bar of your game and look at

January and February
June 2017
2015

joint-venture type activities with
the owners of those platforms.
In broad strokes, that’s the
process we’ve taught that has
worked very well and continues
to work well. It will have a
resurgence in 2017.
Don’t Be Too Cool for the Classics
As much as we enjoy watching
out for what new craze is coming,
we have to keep our eye on
things that never change. They’re
the timeless classics that will serve
you well, no matter what the
current fad is. There are two:
One is the need to always be
attentive to what’s changing in the
landscape and the environment
around you. Reading this post and
other similar articles is a good
start. But as Tetlock discovered in
his study, you can make even
better predictions than so-called
experts.
So, keep listening to your market,
keep observing your competitors,
and venture to make a few
forecasts of your own.

The other thing that never goes
out of style is the fundamentals of
business: If you pay attention to
your market and align what you’re
doing with what they want, then
you’ll do well.
2017 is going to be an exciting
year. Overall, some things are
getting easier, some things are
getting harder, but most things
are getting better: better for the
market, better for the customers,
and better for the people who
care about providing a great
experience to them.
It’s a good time to be an online
entrepreneur.
What are your observations of
online business? What changes are
you preparing for? Do you agree
with my fearless forecast, or is
yours vastly different? I’d love to
hear them!
Originally published in Mirasee
© Copyright, Danny Iny

About the Author:
Danny Iny is the founder and CEO
of Mirasee, host of the Business
Reimagined podcast, and best-selling
author of multiple books,
including Teach and Grow Rich: The
Emerging Opportunity for Global
Impact, Freedom, and Wealth.

Co-ordinates
Facebook: facebook.com/Mirasee
Website: http://www.Mirasee.com
Email: support@Mirasee.com
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Audra Oliver

This is the APP all the kids are talking about

Houseparty.
This is not a normal house party in
which you have a few drinks at your
friend’s house. It is a new phone app
that that allows friends to videochat
in groups of up to eight people. It has
taken off with British teenagers and
twenty-somethings after being
launched last May. In fact, it has been
downloaded more than four million
times in the past 90 days, according
to Apptopia.

The developers, who are based in
San Francisco, recently secured
$50 million of funding from
venture capitalists convinced it
would be the next Snapchat or
WhatsApp. It is said to give you
the feeling of being in a room with
your friends in a way other apps
don’t. Users drop in and out of
conversations, catching up with
whoever is there when they have
a few spare minutes.
The “synchronous social
network” allows groups of up to

eight friends to chat and see each
other on a split phone screen.
Friends receive notifications
whenever someone they know
logs into the app — or they can
send invitations to specific friends
if no one is online. Strangers
cannot crash group chats, and
people who are friends with some
of those in the group but don’t
know the others are introduced
with a “stranger danger!” banner.
The app’s design shows strong
similarities to Snapchat (which is
still the No 1 video messaging app
for people in their teens and early
20s). Snapchat, however, is used
for sending short picture or video
messages which self-destruct after
they’ve been viewed, rather than
holding real-time conversations.
The app has however recently
introduced a group messaging
option.
Apple’s FaceTime is a popular
video-messaging choice but
doesn’t have a group chat option.
And WhatsApp, the messaging
app owned by Facebook, recently
introduced video messaging but
only for one-to-one conversation.
Plenty of other apps offer group
video chats, including Skype, and
Google Hangouts, but these
require users to dial particular
friends’ numbers or send
invitations.
There are problems with
houseparty though. Users say it
drains battery life and uses up a
lot of data. Also, if one
participant in the group’s

connection isn’t strong, it can be
annoying.
So, is Houseparty here to stay like
Whatsapp, Skype and the other
big hitting communications apps?
We are not so sure. After trying
it out ourselves, we think its
popularity may not extend past
the twenty-somethings. Adults (or
at least those 30+) will most likely
still opt to pick up the phone or
organise a proper video
conference call if need—as
dropping in an out of an ongoing
video conversation doesn’t really
fit in with most people’s general
modus operandi.
But then again, who knows? With
network connectivity improving,
better WiFi and today’s youth
growing up with apps like
houseparty as the norm, it very
well could be the video app
everyone uses in no time.
This article originally appeared on:
http://blog.vtsl.net/vtsl-blog/ipbusiness-phone-system-voipproviders-app-all-the-kids-aretalking-about
© Copyright, Audra Oliver

About the Author:
Audra is a highly skilled marketing
professional with over 12 years of
experience, and proven approach.
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linkedin.com/in/audraoliver
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Alexander Kjerulf

10 simple questions to ask yourself at the start
of a new work year

The beginning of a new year is a great
time to take stock of your work life.
Were you happy or unhappy at
work? What would you like to
change?
It’s important to evaluate because
how you feel at work has such a
large influence on you at work
AND at home. When you’re
happy at work, you have better
job performance and more career
success. You also have
better health and a happier private
life.
Unfortunately, most people look
back and think exclusively in
terms of what went wrong. The
things they should have done.
They goals they ought to have
achieved. The progress that didn’t
come.
We gain much of our happiness at
work (and in life) by appreciating
the good things we have and do.
Sure, you should also make sure
to improve your circumstances
and address any problems but it is
just as important to be able to
appreciate the things that do
work.
This is hard. Negativity bias is one
of the most well-established
psychological phenomena and it
means quite simply that our minds
devote more mental focus and
cognition to the bad than the
good. Our thoughts automatically

go to problems, annoyances,
threats and fears but
remembering and appreciating the
good in our lives takes effort and
focus.
We think you can achieve much
more by turning that around 180
degrees, so here’s our suggestion
for a little new year’s exercise in
happiness at work.
Think back at your work life in
2016 and answer the following 10
questions. It works best, if you
take some time to do it and if you
write down your answers:
1. What went really well for you
at work in 2016?
2. What did you do that you
were proud of?
3. Who did you make a
difference for at work?
4. What new skills have you
learned professionally?
5. How have you grown and
developed personally at work?
6. Who has helped you out at
work in 2016?
7. Who have you admired
professionally?
8. Which 5 things from your
work life in 2016 would you
like more of in 2017?
9. Which 5 things from your
work life in 2016 would you
like less of in 2017?
10. What will you specifically do
to become happier at work in
2017?

Most people think that they must
work hard to become successful –
and that success will make them
happy. They’re most likely wrong.
So this year, make happiness at
work your #1 career goal –
because being happy at work will
make you more successful in your
career.
I wish you a very happy new year
at work!
© Copyright, Alexander Kjerulf

About the Author
Alexander is the founder and
Chief Happiness Officer of
Woohoo inc and one of the
world’s leading experts on
happiness at work. He is an author
and speaker, presenting and
conducting workshops on
happiness at work at businesses
and conferences in over 30
countries. His clients include
companies like Hilton, Microsoft,
LEGO, IKEA, Shell, HP and IBM.
Alex is the author of 4 books
including the international
bestseller Happy Hour is 9 to 5 –
How to Love Your Job, Love
Your Life and Kick Butt at Work.

Co-ordinates
Web: http://positivesharing.com
Email:
alexander@woohooinc.com
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Gijs van Wulfen

10 great ideas that were originally rejected

History has shown us that a lot of
wise people haven’t been able to
recognize the potential of a great
idea.

“The wireless music box
has no imaginable
commercial value. Who
would pay for a message
sent to nobody in
particular?”
David Sarnoff’s Associates
rejecting a proposal for
investment in the radio in the
1920s.

“Who the hell wants to
hear actors talk?”
H.M. Warner (Warner Brothers)
before rejecting a proposal for
movies with sound in 1927.

Western Union internal memo
dated 1876.

Mr. Scott-Montague, MP, in the
United Kingdom in 1903.

Later on, due to its ‘funny’ side
effects, it was decided to take
heroin off the market. Bayer’s
chairman eventually intervened to
overrule Dreser’s decision and
accept aspirin as Bayer’s main
painkiller. More than 10 billion
tablets of aspirin are swallowed
annually.

“Who the hell wants to
copy a document on plain
paper???!!!”
Rejection letter in 1940 to
Chester Carlson, inventor of the
XEROX machine. In fact, over 20
companies rejected his “useless”
idea between 1939 and 1944.
Even the National Inventors
Council dismissed it. Today, the
Rank Xerox Corporation has an
annual revenue in the range of
one billion dollars.

This ‘telephone’ has too
many shortcomings to be
seriously considered as a
means of communication.
The device is inherently of
no value to us.”

“I do not believe the
introduction of motorcars will ever affect the
riding of horses”

diacetylmorphine. This alternative
drug reportedly made factory
workers feel animated and
‘heroic’, which is why Bayer
decided to aptly name it ‘heroin’.

“This is typical Berlin hot
air. The product is
worthless.”
Letter sent by Heinrich Dreser,
head of Bayer’s Pharmacological
Institute, rejecting Felix
Hoffmann’s invention of aspirin.
At that point, Bayer was standing
by its ‘star’ painkiller

“The concept is
interesting and wellformed, but in order to
earn better than a ‘C,’ the
idea must be feasible.”
A Yale university professor in
response to Fred Smith’s paper
proposing reliable overnight
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delivery service. Smith went on to
found Federal Express.

“There is no reason
anyone would want a
computer in their home.”
Ken Olsen (President, Chairman,
and founder of Digital Equipment
Corp) in 1977.

“You want to have
consistent and uniform
muscle development
across all of your muscles?
It can’t be done. It’s just a
fact of life. You just have
to accept inconsistent
muscle development as
an unalterable condition
of weight training.”
Rejection letter to Arthur Jones,
who invented the Nautilus Fitness
Machine.

“So we went to Atari and
said, ‘Hey, we’ve got this
amazing thing, even built
with some of your parts,
and what do you think
about funding us? Or we’ll
give it to you. We just
want to do it. Pay our
salary, we’ll come work
for you.’ And they said,
‘No.’ So then we went to
Hewlett-Packard, and
they said, ‘Hey we don’t
need you. You haven’t got
through college yet.”
Apple Computer Inc. founder
Steve Jobs on attempts to get
Atari and HP interested in his and
Steve Wozniak’s personal
computer.
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Even when it’s the top
management of your company or
your client who ask you to be
innovative and expects you to
break patterns, it is still wise to
keep in mind that they are as
conservative as ever. So the
question is; how will you be
able to help your colleague,
your top manager, your
shareholder or your venture
capitalist to support your idea
and fund the development
and execution of it?
As you’re proposing an innovation
to them, you have to be aware
that these decision makers who
are assessing your new concept
might know very little about the
new target market, the new
product and business model or
the new technology. They would
like as much tangible proof as they
can get before making a decision.
As long as they haven’t decided
anything they don’t run any risk.
Once they say yes, they will be in
it up to their necks.
The essential question is,
“Why should we fund the
development of this new
product or service”?
Jennifer Mueller of the University
of San Diego, Jeff Loewenstein of
the University of Illinois at
Urbana-Champaign, and Jennifer
Deal of the Center for Creative
Leadership studied a company
that was considering dozens of
new product ideas.
The researchers asked middle
managers, C-suite executives, idea
generators, and other
stakeholders to rate each idea on
its creativity, feasibility, and
profitability. Then they asked
customers how desirable each
idea was.

The team found that the
customers wanted the most
creative ideas, but not the ideas
that people in the firm thought
would be most profitable or
feasible.[i] Jennifer Mueller states,
“We believe that the major reason
novelty and feasibility are thought to
be at odds is that new ideas involve
more unknowns. CEOs want to see
metrics, such as ROI, to determine
the viability of ideas, but for the
newest ideas, such metrics are hard
to produce, if not impossible. If
decision makers are more tolerant of
uncertainty—if they focus on the
‘why’ or consider that there are
many possible solutions—it may
mitigate their tendency to reject
creative ideas.”
In a new business case, it is your
challenge to be convincing. The
more radical your innovation is,
the bigger the challenge as there
will be more uncertainties. In the
boardroom your idea will be
evaluated from at least five
perspectives:
1. The Customer: will they buy it?
2. The Technology: can we deliver
it?
3. The Business model: will it pay
off?
4. The Risk: what do we risk?
What if it’s a failure? What if it’s
a huge success?
5. The Fit: Why should we do it?
What’s the strategic
perspective?
Be sure, when presenting your
idea, to address all perspectives.
Now don’t base a new business
case only on assumptions. That’s
not convincing enough. Use
concrete results from
experiments, like f.e. Tesla did.
Wishing you lots of success on
your innovation journeys.
© Copyright, Gijs van Wulfen
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Global Speaker on Innovation
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Barry Urquhart

British retailing today...
Tomorrow is another day.

British retailers are like the nations’
economists. They are talking a lot
about Brexit, but can’t arrive at a
consensus about its consequences,
agree on when the impacts will hit or
make capital investment decisions to
develop businesses (as distinct from
business).
Trade is generally good… on a dayto-day basis. There is little evidence
of significant variances to the trading
patterns which were evident prior
to the Brexit referendum. Making
well-informed strategic decisions is
not possible.
Subjective assessment overrides
objective valuations. The downside
is limited and, seemingly, short-term.
Internal efficiency is the key focus.
Inventories are being well managed.
External effectiveness, together with
sustainable competitive advantage,
appear to be secondary
considerations ... - concerns for
another time.
The full forces of the prevailing
national marketplace are conducive
to smaller retailers being able to,
and enjoying relatively stable
consumer demand. Good shopkeeping practices are being
rewarded without the need for
major capital outlay. The renowned
and established stoic nature of the

British has come to the fore among
the retail fraternity.
How long will, and can this last? No
agreement is apparent.
Many retailers have taken on the
nature of the key consumer
segment… that is, NOW
customers. They strive to have a
good time – today. Considerations
for the longer-time are for another
time.
© Copyright, Barry Urquhart
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Barbara Buffton

Six steps to balance

No less important is the emotional
anorexia that a life of hard work
entails. Relationships are squeezed
around the periphery of a life
dedicated to the benefit of your
employer and your bank account.
-Madeleine Bunting, journalist
Before looking at this section, you
might first want to think about
What’s stopping you (getting
balance), if you haven’t already
done so.
A good work-life balance doesn’t
have to be elusive, but what
works for someone else might not
suit you or your organisation.
Successful strategies for achieving
the ideal work-life balance are
likely to be different for each
individual.
However, below are some
practical steps for you to consider
– steps which will start you on the
road to getting more balance in
your life:
Step 1 – Take responsibility
Step 2 – Consider what’s
happening right now
Step 3 – Get resourceful
Step 4 – Decide what you want
Step 5 – Take action
Step 6 – Build new habits.

employees. It’s an activity that
demands cooperation from both
parties.
The individual
It’s your choice how you spend
your time! You might think your
employer or someone at home
decides this for you, but you can
choose to
Accept your current state of
affairs with good or bad grace –
again, it’s your choice, but
research has shown that our
attitude affects our stress levels
or
Change your situation, in other
words do something about it –
what exactly is within your
control? You might want to check
out Flexible working patterns
to see if there are any that would
make your life easier and that you
could convince your employer to
adopt.

The employer
There is also an onus on the
company to provide an
environment that makes it easier
for employees to achieve a
balance. Check out the section
Flexible working patterns for
some ideas.
Step 2 – Consider what’s
happening right now
Doing a life audit, in the sense of
reviewing the current state of
your work-life balance, is a very
good starting point from which to
make changes.
 What is the current state of
affairs?
 How do you feel about your
work life and personal life?
 Where do you spend your
time now – typically?
 How do you feel about that?
You might want to also check the
page on How balanced are you
right now?

Step 1 – Take responsibility
In previous pages (The business
case and The personal case)
we have seen how getting the
work-life balance right is hugely
important to both employers and
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Step 3 – Get resourceful
In order to get more balance in
your life, you need to be thinking
creatively. This requires you to be
in a good frame of mind.
However, if you’re feeling
stressed or out of control, it can
be hard to be in a good mood! So
here are some ways to get your
brain working for you again.
1. Think about all the things that
are right in your life now: for
example, write down ten
things you’re grateful for.
2. Think of a time when
everything was going right for
you: for example, think about
times when you were happy,
or didn’t have a care in the
world, or thought the world
was your oyster.
3. Act as if everything were in
perfect balance right now:
 What would you notice?
 What would be different
in your life?
 Where would you be
spending your time?
 How would you be
spending it?
 Who with?
 For how long?
 What kind of mood would
you be in?
If you start thinking about good
times, better times or even ideal
times, you automatically feel
happier. Once you’re in this kind
of mood, it is easier to think how
you can change things for the
better in your life.
Step 4 – Decide what you want
to have happen
What would be your ideal
situation? What exactly has to
change in your life to get more
work-life balance? If you don’t
know, ask someone close to you.
They just might know better than
you. You may end up changing
some habits (see step 6).
Step 5 – Take action
Write down all the actions
necessary to get the balance you
want. Remember why you want
and need it.
Chunk down any big, daunting
actions into smaller ones – what is
the smallest step you can take
right now to change things for the
better? Just do one step at a time
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– that’s the key to successful
change.
For example:
 Too little time spent on what
you want?
Start small – spend 10 to 15
minutes less on those activities
where you’re spending too much
time, then use the time saved for
the other commitments/activities
you want to spend time on.
You could also bank any time
saved in this way and use it in a
lump sum on something you
would prefer to do if you had the
time.
 Too much time spent on
some activities?
Consider what isn’t getting done.
Have you got a bad feeling about
it? If so, that’s your motivation to
allocate more of your time to the
activities you have been
neglecting.
You could also start by shaving
10-15 minutes away from each
time-consuming activity and use
the time for what you do want to
do.
Notice what results you get from
your actions. If they are not what
you want, do something different!
You might also want to check out
What’s stopping you.
Having greater control over your
time is an effective way to reduce
stress.
Remember

Ask questions
1. What would happen if I didn’t
do this particular task? Can I
delegate it? Does it have to be
done at all? Would anyone
notice/care? Would it have
any detrimental effect on me
or the company?
2. What would happen if I didn’t
do this task right now?
Could it wait till another time?
Is there something I could be
doing now that would benefit
the company and me more?
What would happen if I left
the office early for once
instead of staying on and doing
this now? What would happen
if I didn’t stay late every night?
What Flexible working
patterns does the company have
that might benefit me?
Tip
Tell someone else about your plans, so that
you build up your own commitment and get
support from others.

Are there any flexible working
patterns I could suggest to the
company? (If you think your
company needs persuading, check
out The business case.)
Do something different
 Go for a walk at lunchtime.
 Share a joke with colleagues.
 Take one or two deep
breaths, lowering your
shoulders as you breathe out.
 Take a one-hour lunch break
for a change.

Habitual long hours can lead to lower
productivity and creativity.

B. Do your home habits need
changing?
If so, you might like to try some
of the following ideas.

Step 6 – Build new habits
Catch your guilt before it catches
you! Make a habit out of changing
anything you say to yourself that
isn’t helpful. You could also make
some practical changes along the
lines suggested below.

Ask questions
1. What would happen if I didn’t
do this at all? Can someone
else do it? Does it have to be
done at all? Would anyone
notice/care? Would it have
any detrimental effect on me
or my family?
2. What would happen if I didn’t
do this right now? Could it
wait till another time? Is there
something I could be doing
now that would benefit me

A. Do your work habits need
changing?
If so, here are some useful
strategies for you to try.
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and my family more? (Check
out The personal case.)
Do something different
 Have a real conversation with
someone who matters to you.
 Read a good book.
 Say hi to the check-out
person at the supermarket.
 Take time out to smell the
roses; pause for breath.
 Have a go-slow day (begin to
notice everything around
you).
 Taste your lunch for once or
have a leisurely breakfast.
 Sit down to eat.
 Share a joke with your child
or partner or friend ...
If these activities cause you to feel
anxious or sense that something is
not ‘right’, check out What’s
stopping you?












Who says so?
What if it weren’t true?
What if the opposite were
true?
Does x actually mean y?
What would be the
consequences of doing
something different?
What would be the
consequences of not doing
something different?

Challenging your beliefs in this
way can cause you to look at
things a little differently, which
might be helpful in your quest for
a better work-life balance.
Take action
– now
Why not make that appointment
today with your boss to discuss
what’s possible?

About the Author
Barbara Buffton, director of BB
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abilities and to get more of the
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Act as if you were someone who
had a balanced life – what would
that person do? How would they
spend their time? How would
they feel about taking time out as
and when appropriate? Do as they
would do until you have
established new habits – with
accompanying good feelings! And
notice how much your life
changes for the better.

It’s up to you
Are you willing to take steps
(such as the six outlined above) to
change things in your work and
home life, so that you have more
balance? If so, now is a good time
to start!

Challenge your beliefs
Beliefs are also habits.

If you’re not yet willing to take
even the first step, maybe you
could have a look at What’s
stopping you?

Much of her coaching and
management development
experience (and her clients keep
coming back for more) is with
large multi-national and blue-chip
companies, giving her familiarity of
dealing with widely-varying
cultures. When working in the
corporate world, her passion is to
translate the so-called soft people
skills into hard business results.
Barbara has a BA (Hons) degree
in French and Linguistics and a
postgraduate Diploma in Careers
Guidance. She is also qualified as a
master practitioner and trainer of
neuro-linguistic programming
(NLP) and has a diploma in
performance coaching.

Good luck!
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Unhelpful beliefs
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Long hours at my desk mean I must be
working hard.
All work and little play makes Jack a
successful boy.
It helps to ignore the little voice in my
head that says ‘I should be somewhere
else’.
It’s great: I can work when and where I
like, as long as I can be reached 24/7.

You might want to check out
Flexible working patterns
before you take any action.

This article first appeared on:
www.alchemyassistant.com/topics/
jzEtPSdNmdgKS8WK.html
© Copyright, People Alchemy Ltd

Address: People Alchemy,
Alchemy House
17 Faraday Drive, Milton Keynes,
MK5 7DD
Tel: +44 (0)1908 325 167
Email: info@peoplealchemy.co.uk
Linkedin:
www.linkedin.com/company/peopl
e-alchemy
Twitter:
twitter.com/peoplealchemy

What other limiting beliefs can
you add to this list?
If you want to do something
about these unhelpful beliefs, start
by asking the following kinds of
question that will challenge them
(and who knows, might then even
change your life – and the lives of
those around you – for the
better):
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Paul Sloane

Four magic phrases to improve your powers
of persuasion

Would you like to be more persuasive
with people? How can you get people
to like you, respect you and listen to
your suggestions? Studies have shown
these four simple expressions to be
highly effective when used in the right
circumstances:
1. What I really like about you
is……………..
Tell someone something that you
admire in them and they will like you
for it. This works with your boss,
your colleagues, your partner, your
parents, your children – indeed just
about everyone. Find something nice
you can honestly say about them and
say it. If your boss is a difficult
overbearing person to deal with, you
can still find something good to say,
‘What I really like about you is that
you are always clear and decisive.’ A
variant on this is, ‘What you are really
good at is………………..’ Everyone
likes praise. You can always find
something that is good about the
other person. So, start your
conversation on a positive note by
sincerely giving them credit. It will put
them in a better and more receptive
mood.
2. Please ……… because……….
Research in a large study at the
University of Wisconsin found the
addition of a ‘because’ at the end of a
request doubled the chance of getting
a positive response. So you could say,
‘Please give me your report by
Tuesday.’ But you will more likely be

successful if you say, ‘Please give me
your report by Tuesday because I
really need it before the management
meeting on Wednesday.’ Similarly,
you might say to your partner, ‘Please
come with me into town.’ Then add,
‘because I need some help choosing a
new outfit.’ Give people a reason to
comply and it is more likely that they
will.

you both move forward. Make your
offer conditional on their action.

3. But you are free………….
Make your request. Push a little.
Then reduce the pressure with a get
out phrase. ‘I really think you should
see the doctor about this, but you are
free to carry on doing nothing if you
want.’ Research shows that taking the
pressure off a little increases the
chance that the other person will
agree. Variants on the phrase include
– ‘It is entirely up to you.’ ‘You are
not obliged.’ ‘It is your choice.’ So,
you might say, ‘I firmly believe it is
time to get a new and more reliable
car but it is entirely up to you if you
want to stick with the old one.’

© Copyright, Paul Sloane

4. If you ………….. then
I………….
This is a great phrase to use in any
negotiation situation. Put the first
obligation on the other party and then
offer your exchange. ‘If you will do
your homework then I will buy you an
ice cream.’ When the client asks for a
better price you can say something
like, ‘If you can pay cash now then we
can give a 3% discount.’ Don’t start
your negotiation by offering up a
concession. Start with a request that

As we go through life we all have to
try to secure agreement. We cannot
just tell people what to do; we have to
persuade them. Try using these
tactics with conviction and sincerity.
They will make you more convincing
and persuasive.
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Andy Bounds

SAVE TIME – quick ways to
make your communications
shorter (and better)
Here’s a very quick, very useful
technique:
1. Find your most recent written
communication
2. Imagine you’d been told “this is
too long – remove half of it”,
which bits would you take out?
(This might take you 2-3 minutes
to work out)
3. Now ask yourself ‘If I had
removed these bits before I’d sent
it, would my communication still
have worked?”
 If yes, next time you write
something, exclude all these
bits. You’ve just seen they
aren’t needed
 If no, re-instate as few bits as
possible, until the
communication would have
worked. Then, next time,
exclude the bits you now
realise aren’t needed
Very quick. Very simple. But if you
want to invest a touch more time
(though not much, to be honest), here
are other things you can do:

 Read your communication out





loud. When you hear how you
write, you realise some bits sound
clunky/aren’t needed. This helps
you edit it down and make things
shorter
If you have to take a breath midsentence, your sentences are too
long. You’re probably, using
joining words – ‘and, but, so’ –
instead of a full stop
Shorten your paragraphs. People
skim read what you write. And,
the longer the paragraph, the
more chance they’ll miss
something – especially at the
bottom (people pay most attention
to the tops). So, a simple rule



“four lines max”. Any paragraph
longer than that, press the
RETURN key more often
Good headings. You can do
everything in this Tip; but it still
might not be enough. Because, if
your headings are rubbish, they
might not read the document at
all. So, don’t use boring headings
– ‘FYI’, ‘Background’, ‘Update’
etc. Instead, use slightly longer
headings that draw people in –
“Four simple ways to improve
your business without trying”,
“The easiest, quickest way for us
to reduce costs”…

…people are often surprised when
they see the last point. But it’s true.
Your heading is your document’s first
impression. And, like anything else, if
it’s boring, people will think the whole
thing is.
After all, if Dale Carnegie’s “How to
win friends and influence people” had
been called “Communication skills in the
workplace”, sales might not have been
quite so good.
Action Point
This time’s Action Point is in the Tip.
Simply grab a recent communication,
and do what I suggest above. This’ll
help ensure your next communication
is shorter and better.
Also, one communication which often
fails is a proposal – customers don’t
reply when you send them, they query
the price, they take ages, you hate
writing them, they hate reading them,
and so on.

If you’d like my guide how to write
better proposals, join my online video
club now. Then, send your purchase
confirmation email to me, and I’ll send
you my proposal guide, which has
been described as “the best guidance
on how to write proposals that I’ve
ever read”. Here’s the link again.
© Copyright, Andy Bounds

About the Author
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Short of time? Here are my Quick
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Aki Kalliatakis

‘Yule struggle without solid Christmas sales’

It may seem a little early to plan for
the next Christmas but retailers
hoping to put the ho-ho-ho back into
yuletide sales are well advised to
start early.
For many businesses, the
Christmas run-in and Christmas
proper account for more than half
of annual sales. In some categories
the ‘gift of Christmas’ tops 60% of
yearly profit.
After years of low growth,
businesses that mess up
Christmas 2016 could find
themselves running closing-down
sales early in the New Year.
The message is clear … ‘Yule
struggle without solid Christmas
profits. Choke and you might go
broke.’
Many firms have already decided
the merchandising mix and holiday
inventory levels. However, two
factors that are often overlooked
until late in the day are in-store
leadership and staff training.
Hands-on leadership could be
decisive.
Management by walking around
often reinforces organisational
purpose.

When superior performance over
a critical period is vital, wishywashy statements from the boss’s
office probably won’t cut it. Those
desperate for big improvements in
customer-centric service can help
make it happen by making the
mission real.
I recall a case study from many
years ago about a regional US
bank and how it achieved
gimmick-free growth.
US banking was under pressure.
Many banks reacted by giving free
toasters and appliances to
consumers who opened
accounts!?!

But this old-fashioned bank
managed the crisis by doing very
little. It simply continued the
quirky, time-honoured policy of
its aging president. This meant all
executives began their banking
careers by learning to be a teller.
All executives – no matter how
senior – were under instructions
to open a new teller point
whenever they saw big queues in
the banking hall. This might dent
executive ego, but customers got
a kick out of being served by a
Senior VP.
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Service was speedy and Marketing
didn’t have to waste cash on a
backroom full of toasters. In any
event, it makes little sense to
reward new customers for new
business when it’s rarely as
profitable as old business from
satisfied well-established clients.
Old-school hands-on management
has rarity value these days, but the
lesson is clear – make
commitments to customers real
and you make money.
By being proactive and going on
the shop-floor, managers not only
lift service levels, they inspire staff.
A manager on the spot can also
head off incidents with the
potential to damage the brand.
For instance, management
presence is always beneficial when
dealing with ‘the customer from
hell’. A smart, cool and competent
manager can show how it’s done.
Virgin Active recently faced a
tough situation when a gym-user
arrived in an ‘inflammatory’ Tshirt advocating a boycott of
Israel. Other customers objected.
Negotiation became heated, the
police were called and the
boycott boykie was evicted, with
attendant potential for social
media scandal-mongering.
Training is available to help
frontline staff deal with those who
are unreasonable, belligerent,
confrontational and objectionable
(some even insulting and racist).
At some point, the problem may
have to be escalated to
management. It is therefore useful
when some senior people take
the same training.
The first prize when the customer
from hell comes to call is having a
senior person close by to provide
the voice of reason and take
appropriate action.
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The most-cited source of
customer frustration is delays and
long queues. Delay can cost a
business customers and volumes.
It is therefore important that
businesses identify potential
choke-points.
Out-of-touch managers fail to see
them and are slow to react. It
might be a matter of deploying
more staff to a department,
raising the morale of demoralised
employees, improved training,
new system investment or
something as simple as better
signage.
The common thread is that
remedial action demands
closeness to day-by-day activities.
For example, a big life insurer
recently cut claim processing time
from days to hours when
management discovered that time
on the claim was not the issue.
Delay was caused because claims
spent too much time sitting on
someone’s desk waiting for
further processing.
Clearly, hands-on leadership has
huge potential to make a
difference, but in most cases it is
the ordinary staff member who
shapes something as personal as
the shopping experience.

Businesses never have long to go
before Christmas, so they don’t
have time to waste. Train, reenergise and re-inspire your
people now. ‘Yule’ regret it if you
don’t …
© Copyright, Aki Kalliatakis
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Staff have to be equipped with
more than a smile (though that
would be a big improvement in
some operations). Staff need to be
revitalised by regular training in
the basics of customer service.
Competence improves when
confidence improves, and
confidence is often a by-product
of proper training, better product
knowledge and the assurance you
feel when you know you have the
skills to do the job right first time.
Training like this should not be
delayed till the last minute.

However, day by day, service
delays create more problems than
the occasional hellish customer.
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Should the Manager be in the
Ideation Meeting?
You want to hold a meeting with
your team in order to generate some
really creative ideas. You would like
the group to challenge assumptions,
think differently and come up with
plenty of radical proposals. Here is
the dilemma. You naturally want to
lead the meeting but should you be in
the room at all?
Unfortunately for managers, your
presence in the room can inhibit
people. With you there, it is very
hard for your team to switch from
normal meeting mode to creative
brainstorm mode. You want them
to confront the current conventions
and generate unorthodox ideas. But
some of these hidden factors might
be at play:
 Too much deference and
respect for authority (you!)
 Fear of looking silly
 Fear of rejection
 Not wanting to look disloyal or
insolent
 Dislike of conflict or argument
You tell them that anyone can
challenge anything and make any
suggestion. They nod in agreement
but they are waiting to see what
happens. Someone suggests
something strange and you
immediately point out why that
might not work. People read the
signals and you are straight back into
a conventional meeting with little
chance of the wealth of radical ideas
you were hoping for.
What can be done about this?
Here are three practical ways to
overcome the problem of manager
in the room:
– Hand over the meeting to an
external facilitator. It is hard
for the manager to change from
their normal management

–

persona into a creative
cheerleader. It is much easier
for a facilitator to get people to
think and act differently. Bring
in someone from an entirely
different function or business
and tell them the outcomes you
want e.g. we want to find three
new ways to cut waiting times
and improve customer service.
Then let them run the meeting
and you take a back seat.
Use brainstorm methods which
depersonalise the ideas and
encourage radical thinking.
The Nominal Method
and
Pass the Parcel

–

are two such techniques. The
ideas are pooled. Everybody
has to contribute and bizarre
ideas are encouraged and
mandated. In many business
meetings the noisiest or the
most powerful people dominate
the discussion with the lowerstatus people quiescent. If you
select the right type of
brainstorm method you can
overcome these issues and
ensure that everyone
contributes ideas and helps in
the selection.
Leave the room. I facilitated a
brainstorm meeting for a marine
engineering company. We
started by discussing some of
the key challenges and the broad
types of solution we needed.

The Managing Director then left the
room. He was a very intelligent,
forceful and dynamic character. He
was smart enough to know that if he
stayed in the meeting he would not
be able to stop himself from leading
and shaping the discussions.

Two hours later he returned and we
presented a short list of ideas. He
received them enthusiastically and
helped define the next steps in
terms of responsibilities and
resources.
Ideation meetings require a different
structure, culture, and process from
a normal meeting. If the manager
leads a brainstorm then all too often
it slips back into a conventional
meeting with conventional thinking.
Force some different thinking with a
different location, a different
approach and a different meeting
leader.
© Copyright, Paul Sloane
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John Niland

Energising habits during January

The end of January is often regarded
as the energy low-point of the year.
New Year's resolutions lie in tatters,
self-esteem often paying the price.
The weather is cold, the evenings are
dark, the festivities are over... Let me
stop there. Point made. I don't want
to depress you. Anyway, the freebie
press will be full of these articles in
just a few weeks.
Perhaps it's true that the majority of
the population experience January in
this way, but you and I don't have to.
The key lies in keeping our energy
high. When we feel energetic, we
don't care about the weather. We
have better things to do than read
the Evening Standard / Metro. We
are having great conversations and
looking forward to the future with a
sense of purpose. Or, if worried
about something, we are tacking that
worry with courage.







Here are a few easy things to
keep doing in January and
February, to maintain mental
energy and sharpness:

 Plan lots of little things to look



forward to. A coffee with a
friend, a planning-session with
a partner, a yoga class,
catching up on your favourite
TV series. That distant holiday
is just too far away... you need
fun today!
Drink 2 litres of water per
day. You may not feel like



doing so in the middle of
winter, but do it anyway;
those dry central heating
systems dehydrate the body,
which results in slow mental
function. Many symptoms of
fatigue are really symptoms
of dehydration.
Start exercising in your home.
Push-ups, pull-ups, fitness bike,
weights, the choice is
bewildering. But be wary of
injury: a few sessions with a
personal trainer will cost you
less than several weeks of
back pain.
Talk to someone about your
future career / business. Plan a
session with the boss or a
supportive client. Get a coach.
Work with someone on your
sense of purpose, as purpose
builds energy. (Though
sometimes too much... see my
recent experience of this).
If you are suffering
(depression, anxiety,
bereavement, loneliness,
emptiness, low self-worth),
decide to stop suffering.
Contact a professional to get
help. If they are a genuine
professional, they will guide
you to the right person, often
someone else. Are you open
to getting help? If not, why
not? Are you enjoying selfpity, just a little bit?
Say thank-you to two people
in your life. Perhaps a
supportive colleague, a parent,
a friend or someone who has
been supportive last year.
Notice how the act of
thanking others energises you
as well.

Whatever you do, focus on
energy - not deprivation! January
is not a good month to be feeling
deprived!
© Copyright, John Niland
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Lilach Bullock

How to get your clients budget, even when
they don’t know what it is

Finding out how much your client is
willing to spend is a struggle faced by
many entrepreneurs and businesses.
It can often be one of the toughest
parts of the job, you don’t want to
appear too preoccupied with your
costs, but you need to prepare a
proposal the client can accept. In this
post I am going to show you the
most effective ways to work out your
client’s budget, even when they are
reluctant to discuss the subject.
When it comes to pricing any job
there are two popular ways of
approaching the subject. One way
is to never discuss the budget
with your client before submitting
a proposal. Stick to your
standard pricing and submit a
proposal in line with what you
would normally charge for a
project of that size. I understand
the thinking behind this approach,
and that it is often aimed at
making sure you don’t just
compete on price, but create the
right solution and then present it
to the client.

Despite the appeal of that
approach I believe it is serious
mistake. If you have no idea what
your clients budget is, you are
setting yourself up for failure, and
you can’t offer them the best
solution for their problem.
Understanding your client’s
budget as early as possible in the
discussion process is essential.
You need to know what the
client’s expectations are and
whether you can reasonably meet
them within their proposed
budget constraints. It’s possible
that their budget is unrealistic.
Some clients do have wrong
expectations of what can be
achieved, and others may not have
properly thought through how
much their project is likely to cost
them. In those cases you need to
move on and stop wasting time,
or find another solution that does
fit the budget.
Clients are frequently reluctant to
give even a ball-park figure upfront. If you can’t determine how
much they are willing to spend it
becomes difficult to know how
much effort you should invest in a
project, and whether it is even
worth your while to continue
with it. Your time is worth
money, and if you are spending it
working on their project then you
need to know that your client is
willing to pay at least your
standard rates.

Don’t be afraid to ask
Not everything has to be
complicated, sometimes clients
are happy to talk money without
any delay. You don’t know until
you ask. One of the biggest
mistakes you can make is not
asking your client about their
budget for a project. Many clients
will be genuinely reluctant to
discuss figures, but others are
simply waiting to be asked, and it’s
your job to raise the topic. Don’t
be afraid to raise the issue or
assume they are holding out on
you until you have actually asked
them.
Let them know your rates
If the client avoids the question of
a budget or seems hesitant about
naming a figure there is nothing
wrong with letting them know
what your standard rates are, or
providing them with an estimate
based on your understanding of
their requirements.
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Once you have asked enough
questions to work out the likely
costs involved, and given a price,
you will be able to judge from the
client’s reaction whether you both
have similar expectations for the
project.
You could start off saying
something like:
This sounds like a straightforward
job, I understand that you want X, Y,
& Z features. We are going to need
to work through the details to make
sure we cover everything that you
want, and for me to give you a
detailed proposal, and completion
timescale. Just so I can make sure
that we are a good fit for your
business, I want to let you know that
my rough prices for this job is
somewhere in the range of £10,000£15,000. Is that comfortable for
you?
This approach almost always gets
the results I need. If the client lets
you know immediately that they
were thinking of a much lower
figure then you can quickly
establish how much they are
willing to pay. If they suggest that
the figure is a little high, but
within their means then you can
negotiate on exactly what they
need, and maybe discuss
completing the project in stages
to spread the cost.
Once you have at least a rough
idea of what the client is willing to
pay then you are able to work out
the most suitable option for their
budget. If they are asking you to
build a website for them, but they
are unable to afford your costs,
then you could offer a range of
alternative pricing, from a slimmed
down version of their original
idea, through to an off-the-shelf
template that will only cost a
fraction of your original proposal.
Try approaching your client in this
way:
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customised to your requirements for
much less than the cost of a uniquely
developed site.
By offering your client options
you should be able to work out
which parts of the project are
essential, and which can be
trimmed, and in this way
determine what your clients
budget is, and what they really
want.
Finding out this information early
will stop you producing detailed
proposals with no idea of whether
they are within the scope of your
client’s budget. Shooting in the
dark, and spending time drawing
up proposals that are never going
to be used isn’t in anyone’s
interest. Why waste your time on
them when you could be doing
something more productive.
Establishing at least a rough
budget will help you to plan
effectively. If you can produce a
proposal that you know is within
your client’s budget there is a
much higher chance of it being
successful.
What if the client really doesn’t
seem to know their budget?
If your client really doesn’t seem
to know, or won’t say what their
budget is there are three possible
explanations. It could be that they
have little experience of this type
of work and don’t know what
they should expect to pay for
your services. In that situation you
have a great opportunity to
educate them in your industry.

You can talk them through past
projects and explain the costs
involved. Show them work you
have done for other clients and
talk them through the various
stages involved. By the end of the
process, you should both have a
much better idea whether you will
be able to work together.
The second possibility could be
that they prefer to see what you
can offer before they commit
themselves to a price. In this
situation it is essential that you
extract the information from
them in a way that is as painless as
possible. You don’t need to know
an exact figure. A general ballpark number should be good
enough.
Even a client who doesn’t have a
fixed figure in mind will still have a
price range that they are
comfortable dealing with. Try
asking:
I appreciate that you haven’t
finalised your budget yet. Do you
think the decision will be nearer
£1000, £5,000, or £15,000?
Think carefully before you choose
these numbers. The lowest
number you pick should never be
lower than a price you would be
comfortable accepting. Try to
make it as close as possible to the
smallest project you can imagine
the client asking for. Pitch the
biggest number quite a bit higher
than the largest project you can
imagine them asking for. By aiming
high, you may discover a few very
pleasant surprises.

I appreciate that this project is on a
very tight budget. A lot of clients
don’t realise the amount of work
involved in designing a website. If you
don’t want to pay for the bespoke
site at this time there are a number
of options. We could scale back the
project and just include the most
essential features at this stage, or
you could have an existing template
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You can’t frighten off your client
by mentioning high numbers as
you have already given them
lower choices as well.
If you are in the same room with
the client at this point watch their
face for a reaction. If you happen
to be on the telephone try to
hear any audible reaction to these
numbers. Do they look as though
they are seriously considering the
higher option or did they go a
little paler when you mentioned
it? If they look shocked or need to
sit down quickly then you
probably need to think about
some alternative options.
What normally happens at this
point is that the prospective client
will choose the number closest to
what they were thinking of, and
may well add some qualification to
their choice.
£1000 is about right, but we could
go a little higher if we need to
Or
£15,000 is closest, but that would be
on the high side of our expectations.
Once you have the ball-park figure
you can try to refine the figure by
coming back with different
options around that figure. Always
make the bigger option bigger
than you think possible. You
never know what may happen,
your client’s budget may be far
bigger than you realise.
Keep it friendly
It is essential for the success of
your financial discussions that they
stay friendly. You are building a
relationship, not engaging in a
battle. Explain to your client that
you can offer them a range of
services in, for example the range
of £1000-£5000, and you want to
know what their realistic range is.
Having the discussion at this point
doesn’t mean that you can avoid
doing due diligence, or offering
your client a complete solution,
but it does mean that you have a
much better idea of what to offer
them, and what they are most
likely to accept. The only way to
effectively deliver a solution that
fully meets your client’s goals and
objectives is to fully grasp their
expectations and what they want
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to achieve. If you don’t know their
budget you can’t do that.
Don’t be afraid to negotiate
If your client gives you a figure for
their budget you should not
necessarily assume that figure is
final. Don’t be afraid to negotiate
with them, and identify any
flexibility in their budget. Start by
determining a profit margin you
are happy with, and add your
costs on to that. Don’t be afraid
to ask for what you need, if you
aren’t happy with what you are
earning then you may as well stop
right now. This isn’t an
opportunity to try to extort extra
money for the same work, but to
demonstrate how you can build
extra value into the proposal for
your client. Both you and the
client have to be happy with the
final arrangement, or the project
is not going to be successful. Why
not try presenting your client with
a range of options for them to
choose from? Some of the options
will be an essential part of the
project, and other parts will be
optional. Following this approach
lets you build up an understanding
of the client’s budget by seeing
which parts they want to include,
and which they are happy to leave.
This technique is particularly
useful for avoiding clients who like
to add extra elements later in a
project. Sometimes you can be
part way through a project and a
client will ask you for some
additional work, and it can be
hard to say no as you have already
started, especially if it is a small
thing. It can feel like it doesn’t
matter that much. The problem is
that if you agree to do something
for free, it won’t be long before
the client is back asking for
something else for free. By
itemising everything in this way
before you start both you and the
client know exactly what to
expect at every stage of the
project and you can both avoid
nasty surprises later on.

Find out the value to the client
Some clients are on genuinely
tight budgets, and don’t
understand the costs involved in
bringing their project to
completion, while others may
have the money but don’t
necessarily want to spend more
than they have to on your project.
The challenge can often be
determining which group your
current client is in and explaining
to the clients why they should
choose to spend the money on
your services and why you are
worth the money you are asking
them for. This is your opportunity
to demonstrate your value to the
client, and to prove that
purchasing services from you
would be a wise investment, but it
is also a great opportunity for you
to find out what this project is
worth to the client.
Try asking questions like:
Why start this project now instead of
in a years’ time?
Or
What is the cost to your company if I
don’t complete this project?
If you can get the client to reveal
some information about what the
project means to them then you
will be in a much stronger
position to gauge the worth of the
project to them, and where you
should be pitching your pricing.
If you are trying to establish your
own worth with the client then it
can be helpful to give them some
examples of projects you have
been involved in, and qualify the
costs involved in each of them.
This often gives the client reason
to accept your costs or to dismiss
the idea as outside their budget. If
that happens at least you will no
longer be wasting each other’s
time.
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If you can demonstrate to your
client why your proposal is of
superior value to them it is
entirely possible that you can
persuade them to increase their
budget. Often clients have little
idea of the value of your services,
and select an arbitrary figure for
the budget. In this situation, they
may well be open to negotiation if
you can show them that there is
value in accepting a higher priced
proposal.
What if the client still won’t
reveal their budget?
If the client still won’t say how
much they are willing to spend.
There are only two possibilities.
You can cut your losses and walk
away, or you can insist that they
tell you. You should explain that
understanding their budget is vital
to developing a solution that is
appropriate for their needs.
Build trust together
Finding the right solution must
involve working closely with your
clients, if you can’t work within
their budget don’t be afraid to
recommend someone who can.
The key to successful interaction
with clients is relationship.
Sometimes asking them difficult
questions is the only way to make
the relationship work. If you are
going to work together
successfully there must be mutual
trust. While budgets are vital, it is
important to get beyond that. For
any project it is the solution that
is ultimately developed that is the
most important aspect. You need
to work with your clients to
create the most effective solution
for their needs.
The foundation for that solution is
laid at the very start of the
relationship when you establish a
basis of trust with your client. If
the client is unable to trust you
with their budget then the
services you will be offering the
client aren’t going to be right for
them.

budget expectations. Once this
informal discussion is complete
you can go ahead and craft a
detailed proposal based on your
understanding of what the client is
looking for. Working this way
offers a much higher probability of
success because you already know
that what you are proposing is
within the scope of the client’s
budget.
Conclusion
Finding out your client’s budget
isn’t always easy, but it is essential
if you don’t want to waste time
writing proposals that the client
will never accept. Have any of
these ways worked for you? What
other ways have you found to get
clients to talk about money, even
when they don’t want to?
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Establishing trust must come first.
Talk to the client, find out what
they want and then give them
some options. If what you suggest
is outside their budget then you
will be able to lay out some
alternative options based on their
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Jonathan Jay

Beware The DIY Mousetrap

Farmer Jack walked into his barn
where he was storing grain from the
harvest - and realised that mice had
bitten into his sacks.
Hundreds of mice, it seemed.
They’d been feeding on the grain,
and now his stock was depleting –
fast.
He had to do something about it.
So for 3 days and nights, he
worked round the clock.
Hammering, sawing,
welding…building a giant DIY
Mousetrap.
And wow, you should have seen
it!
A lump of cheese. A tripwire. A
set of weights and pulleys,
releasing a cage that he’d
suspended from the roof. Plus,
when the cage fell, it sent a steel
ball along a chute, punching a
button that set off an alarm.
He set the trap, and went to bed
happy.
In the next week, Jack caught a
total of 3 mice. Admittedly, he
had no grain left because all the
other mice had dodged the
trap. But still, 3 mice…that was
something.
The next day, he filed for
bankruptcy.

And just as he was signing the final
document, writing off his business,
he had a call from Giles - a
neighbouring farmer.
Giles, it turned out, had also been
overrun with mice.
“What did you do about it?”
asked Jack.
And Giles told him:
“I bought a cat”.
As Jack reached for his shotgun,
he realised the moral of the story:

Like Farmer Giles’ cat, our job is
to swoop in and take the problem
away! And we’ll do that through
our award-winning package The
Complete Digital Marketing
System.
There’s nothing makeshift here.
It’s a carefully designed 10-point
strategy that we’ll use to sniff out
your ideal customers, hunt them
down and capture their contact
details. Then we’ll follow up to
earn their trust – so when they’re
ready to buy, you’re their go-to
supplier.

You don’t have to be an
expert…you just have to hire
one!

While you’re doing that, your
competitors – just like Farmer
Jack - will be messing about with
DIY systems. Handing you the
advantage.

I know, as metaphors go, that one
is subtle as a brick. But it makes
an important point.

If you’d rather be a Giles than
a Jack, let me tell you more…

You see, thousands of business
owners make this mistake with
their marketing. Instead of going
straight to someone who can
solve their problems, they toy
with impractical solutions and
celebrate tiny victories.
And all the while, their business is
disappearing. Day by day, before
their eyes.
Please don’t make this mistake.
You don’t need to cobble
together a makeshift solution. You
need an expert partner who can
do the work for you.
You need my marketing crew.

I want to show you how our
system will adapt to meet the
challenges in your business. So,
I’m making you an offer:
Come along to our offices and
meet with one of my senior
consultants. In a 90-minute
Marketing Strategy Session,
they’ll ask about your business,
your marketing and your
customers…then show you a full
strategy that will take you to your
goals.
A strategy that uses the essentials
of digital marketing, like video,
landing pages, free reports, email
and Facebook…plus other
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marketing methods to suit your
situation.
There’s a video here that tells you
all about it.
Take a look, then book your
session right there on the
page. Or call our man Derek
on 0203 705 5675.
It’s a no obligation meeting. If you
like our strategy, we can create the
system for you – or you can take our
ideas and hire someone else.
Either way, it means you don’t
have to waste time building your
own mousetrap!
P.S. Meetings are held in our
boardroom, here in London. But
we’re also planning a few days out
in the provinces…so let us know
where you are, and we’ll offer a
time and place.
Check this page for more details.
Then call Derek on 0203 705
5675 – or click here to request a
call back.
© Copyright, Jonathan Jay
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Manage employee
performance with
new guidance from
Acas
Poor performance was
raised as an issue in 9 out of
10 disciplinary hearings*
Acas, the employment relations
service, has today released new
guidance to help businesses
develop an engaged and
productive workforce through
effective performance
management. Good performance
management helps employers
achieve:
 Their business objectives
 Clear transparent
communication with
employees, making for a more
productive and structured
workplace
From an employee perspective,
the benefits of good performance
management include:
 A clear understanding of
where they fit into the
business
 Their role in achieving the
business's objectives through a
greater understanding of the
skills and competences
needed to fulfil their role.
The new Acas guide, 'How to
manage performance', provides
advice on how businesses can set
objectives with their employees
including drawing up an effective
personal development plan.
Managing performance gives
employers the opportunity to
check that their employees know
the business and are working to
their best ability and when there
are problems what to do about
them.

performance is central to the
relationship between managers and
employees as well as key to
maintaining a productive workplace.
It also gives employers a chance to
monitor performance, develop skills
and give employees the chance to
express themselves."
How to manage performance can be
viewed at
www.acas.org.uk/performance
* IRS/XpertHR benchmarking
research

Notes for editors
Acas' aim is to improve
organisations and working life
through better employment
relations. It provides information,
advice, training and a range of
services working with employers
and employees to prevent or
resolve problems and improve
performance. It is an independent
statutory body governed by a
Council consisting of the Acas
Chair and employer, trade union
and independent members.
If you would like to speak to an
Acas expert on managing
performance in the workplace
please contact:
 Clare Carter, Press and PR
Manager on 020 7210 3688
 Lou Owen, Media and
Marketing Officer on 020
7210 3920.
Source: Acas,
http://www.acas.org.uk/index.aspx
?articleid=3011
© Crown copyright (2001 - 2009)

John Taylor, Acas Chief Executive
says:
"The new guidance from Acas
illustrates that managing
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Lolly Daskal

7 ways successful people have
better mindsets
It's interesting to wonder why some
people are more successful than
others, especially if you yourself
are aiming high.
What do people like Richard Branson,
Elon Musk, and Bill Gates have that
feeds their ongoing excellence and
propels them to the highest levels of
success?
The answers are complex, of course.
But that doesn't mean they can't be
learned. Each of these successful
people shares certain smart mindsetsmindsets that any one of us can
emulate, that will do us good no
matter what level of success we aspire
to.
Here are seven of the top examples:
1. Successful people don't take
failure too seriously.
They see failure as the opportunity to
begin again, but this time more
intelligently. They know it's not a
defining event, and they don't treat it
as a problem unless it begins to
become a habit. They win as if they
are used to it, and they lose as if
they're enjoying the challenge.
2. Successful people accept who
they are and what they are
about.
If you keep putting yourself down,
there is no way for you to move
forward. Successful people know the
smartest mindset you can have is selfacceptance-refusing to be in an
adversarial relationship with yourself.
3. Successful people set goals
and work to achieve them.
Having a dream is great, but having a
dream and goals is smart, because
goals are how dreams become
achievable. The most successful
people are constantly setting and
working toward goals to make a
positive difference. Goals turn the

invisible visible; they let you structure
your thinking to always be looking for
something you can do to bring you
closer to what you want to achieve.
Goals lead you to ask every day,
"What am I doing that will move me
toward where I want to be and what I
want to achieve?"
Successful people not only set goals,
they set them high. And they don't
stop until they reach them.
4. Successful people don't leave
things to chance.
Instead of passively hoping for the
best, they take control to make things
happen. You always have a choice:
You can control your mind or you can
let it control you. Refusing to leave
things to chance shows inner strength,
decisiveness, and a strong will.
Incredible things happen when you
decide to take control of what you
can control and let go of the rest.
5. Successful people don't let
themselves get sidetracked by
problems.
If your mindset is negative, problems
will grow in strength and constantly
pull you down, sending you on
detours of thought into some bad
neighborhoods. On the other hand,
with a positive mindset you will think
of problems as a reason to be creative
and come up with innovative
solutions. The biggest problem is
thinking of problems as problems.
Successful people know that when you
focus on problems you have more
problems, but when you focus on
possibilities you have more
opportunities.
6. Successful people are
decisive.
The most successful people are deft
decision makers. They don't waffle or
second-guess themselves. They take in
the information they need, then clear
out their mind and pick the best
option based on what they know. If it
turns out to be wrong, they learn
from it. But they won't be guilty of not
deciding at all.

7. Successful people are
continually learning.
If you want to go far, borrow the
mindset known in Zen Buddhism as
shoshin, or learner's mind. That means
you don't pretend to know it all but
are open to learning and growth and
development, with a mind that's fresh
and enthusiastic and free of bias.
Experience holds lessons for us all, but
you have to remain teachable to take
advantage of them.
If you're serious about being
successful, cultivate these smart
mindsets and see where they take
you.
© Copyright, Lolly Daskal
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Rob Garibay

Amazon Go’s Innovation - what can CEO’s
learn from this?

“What would shopping look like if
you could walk into a store and just
go?” asks the recent viral Amazon
video boasting over 7.5 million views.
Amazon is testing a grocery store
that lets customers come in, grab
items from the shelves, and just
leave- without ever having to
stand in a checkout line.
What if there were “no lines, no
check outs, [and] no registers?
Welcome… to Amazon Go.”
Customers’ Amazon accounts are
automatically logged into the
store’s network as they walk into
the store. Now customers can
simply pick out their groceries
and walk out the door.
What will this new innovative
approach to retail do for
Amazon’s business and what can
other CEO’s and business leaders
learn from this?

The X Factor:
An X Factor stems from solving a
significant problem in your
industry that gives you a 10 fold
advantage over your competitors.
Amazon Go seems like it is on the
verge of creating an X Factor for
themselves!
To most Americans, time is a
precious commodity. Time is our
most valuable asset and waiting in
a checkout line is an incredible
waste of this valuable asset.
It appears that Amazon Go has
solved this problem. If executed
correctly, this could give Amazon
a 10 fold advantage over other
stores (i.e. the X Factor), changing
how retail business is done and
putting Amazon way above their
competition.
What can business leaders and
CEO’s learn from this?
4 simple steps to discover
your business’s X Factor:

1. Map it out
Draw out the journey of your
product or service from
origination to completion.
For example, a commercial
landscaping company’s product
journey may be:
1. Meet with a potential client
2. Send surveyors to to survey
the land

3. Use information to create a
proposal
4. Meet back with the client and
close the sale
5. Create recurring schedule for
landscaping work
6. Send crew to complete job
7. Send invoice

2. Discover Roadblocks
Mark each point at which
roadblocks or pain points add
time, cost, or inefficiencies.

3. Prioritize Bottlenecks
List top 3 potential bottlenecks
(e.g. costs, regulations,
constraints) that would give you a
10x advantage if you could break
through them. This might be
something everyone in your
industry complains about.
A commercial landscaping
company’s top bottleneck may be
spending 3-4 weeks surveying the
land in order to create a proposal.

4. Take Action
Assign a leader on your team to
focus time and energy on each
bottleneck and hold them
accountable.
If a landscaping company can
could focus energy to solve the
bottleneck of surveying land, it
could give their company an X
Factor over their competition.
Barrett Ersek, CEO of Happy
Lawn did just this.
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He was of the first to use aerial
photography maps to survey land.
Instead of 3-4 weeks to create a
proposal, he could now do it in 3-4
minutes! Happy Lawns dominated
the market and his sales grew from
$2M to $10M in just a few years!
Amazon Go could have potentially
discovered their X Factor that will
revolutionize how we do retail and,
in the process, dominate their
market.
What would give you the X factor in
your industry? Get on the path
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that have raised $30 million in
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He is passionate about helping
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We are different to other
accountants

Tel: 01752 752210

Address:
Unit 7
Brooklands
Budshead Road
Crownhill
Plymouth
Devon
PL6 5XR

We work much more closely with our clients than
traditional accountants. We also have a much
smaller number of clients than normal and are
selective in the clients that we act for. We want to
get to know our clients businesses inside out,
enabling us to easily identify problems and spot
opportunities. We want to help improve profits
and encourage growth.

Fax: 01752 752211

Our mission is to always add value

Our philosophy is to provide a high
value service by:

Whatever we do for you, we will always carry out
our work with the aim of adding value to your
business. We run a very cost effective business by
making the most of modern technology and
homeworking, but we will never be the cheapest
solution. John Ruskin defined value as follows:
"It's unwise to pay too much, but it's also unwise
to pay too little. When you pay too much you lose
a little money, that is all. When you pay too little,
you sometimes lose everything, because the thing
you bought was incapable of doing the thing you
bought it to do.
The common law of business balance prohibits
paying a little and getting a lot. It can't be done. If
you deal with the lowest bidder, it's well to add
something for the risk you run. And if you do that,
you will have enough money to pay for something
better."

A unique feature of our service is
fixed price agreements
Once we have established your needs we will give
you a guaranteed fully inclusive price from the
start. This will give you peace of mind and no
surprise bills.

Background

Email: marc@marclawson.co.uk
Web: www.marclawson.co.uk

•

Providing the best possible service

•

Aiming to continually exceed our clients'
expectations

•

Making the time to really listen to the needs of
our clients

•

Suggesting ideas to improve profits and help
the business grow

•

Providing professional expertise in order to
proactively identify opportunities and provide
solutions

•

Being an indispensable part of your business

This is achieved by:
•

Maintaining a small portfolio of high quality
clients

•

Employing qualified individuals with a zest for
business

•

Investing in training and I.T.

Marc Lawson and Co are a small friendly firm of
Chartered Accountants specialising in small and
medium sized businesses. The practice was
formed by Marc Lawson in 1985.
Our aim is to provide small and medium sized
businesses with information and advice that
goes beyond the traditional accountancy
services of preparing accounts and tax returns.
Marc Lawson and Co benefit from having a
stable number of long serving team members
and a reputation in the South West as being a
practice that is different from the typical
accountancy practice, is small and friendly, but
able to offer the type of services more
commonly associated with large accountancy
firms.

We are members of the following
professional bodies:

